University of Mississippi

eGrove
Newsletters

American Institute of Certified Public
Accountants (AICPA) Historical Collection

2-1993

Planner, Volume 7, Number 6, February/March 1993
American Institute of Certified Public Accountants (AICPA)

Follow this and additional works at: https://egrove.olemiss.edu/aicpa_news
Part of the Accounting Commons, and the Taxation Commons

FEBRUARY/MARCH 1993

Ideas From Leading Experts in Financial Planning

Trend Watch

The Family Partnership

What’s Inside

By Robert L. Tate
Internal Revenue Service conies to the
aid of terminally ill individuals. The
IRS proposes new regulations recogniz
ing the needs of terminally ill individuals
by allowing qualified accelerated death
benefits (ADBs) to be excluded from
gross income and treating insurance
policies paying qualified ADBs as life
insurance contracts defined by the IRS
Code. The proposals also address the
treatment of living benefits payable with
death benefits upon the occurrence of a
morbidity risk, such as a condition
requiring long-term care or certain dread
diseases. These proposals will provide
the standards insurers need to design
and market insurance policies that
provide death and morbidity benefits
without making the inside build-up of
such contracts taxable. If enacted, the
proposals would affect contracts issued
or entered into after June 30, 1993.
CCH Financial and Estate Planning,
January 20, 1993, pp. 3-4.

CPAs are highly favored over other
PFP providers by consumers accord
ing to a survey. Three professors from
the University of Tennessee at Chat
tanooga surveyed 693 persons who made
the savings and investment decisions for
the household. They found that 21% of
the households who seek financial advice
consulted accountants — second to
bankers with 28%. Independent financial
planners and lawyers accounted for
the lowest reported usage. Also, accoun
tants and tax advisers had the highest
satisfaction ratings by respondents. Low
Continued on next page

Robert L. Tate, Jr., CPA, shareholder in Tate,
Propp, Beggs & Sugimoto, Sacramento, CA,
discusses the family partnership as a plan
ning tool to generate income tax and estate
tax savings in succession planning for
family-owned businesses.

Portfolio Diversification:
Understanding the
“Bubble Effect”
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If properly structured, the use of the fam
Reasons for Writing
ily partnership as a planning tool can create
for the Planner
7
income tax and estate tax savings. Also,
there can be nontax succession planning
benefits for family-owned businesses that
More CPAs
adopt the family partnership. This article
Join the Growing
addresses some of these planning opportuni
Ranks of Personal
ties and discusses the potential problem
Financial Specialists
7
areas that may be encountered in structuring
family partnerships. Although the article
focuses on the family-owned business, it AMERICAN INSTITUTE OF
should be remembered that the same plan CERTIFIED PUBLIC ACCOUNTANTS
ning techniques also would apply to other
LIBRARY SERVICES
assets owned by a family that involve appre
ciation and/or control.
AVENUE OF THE AMERICAS
In the typical family-owned business, the
NEW YORK, N. Y. 10036-8775
parents have been primarily responsible for
Continued on next page

Winner of 1992 Award in Excellence for Published Article
in the Planner: Deena Katz
After a tie-breaking poll, a panel
of judges selected Deena Katz’s article
“Evaluating Long-term Care Policies”
(August/September 1992 issue of the Plan
ner) as the Personal Financial Planning
Division’s 1992 Award in Excellence for a
published article. Honorable mention went
to Larry Fowler for writing “Investment
Policy Statements: A Solution to the CPA’s
Investment Advice Dilemma” which
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appeared in the December/January 1992
issue of the Planner.
Katz was awarded a $500 cash prize and
a free enrollment in next year’s Personal
Financial Planning Technical Conference to
be held at the Hyatt Regency Westshore
Tampa, FL. Fowler also was awarded a free
enrollment in the 1994 PFP Technical Con
Continued on Page 7
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The Family Partnership
Continuedfrom Page 1

Continuedfrom Page 1

risk-takers were inclined to seek finan
cial advice from accountants and tax
advisers while high risk-takers sought
financial advice from stock-brokers and
independent financial planners. Personal
Financial Planning, January/February
1993, pp. 36-40.

Financial planners should make sure
that their clients’ chosen executors
understand their responsiblities. Being
an executor of an estate is a great honor,
but the position requires making financial
and legal decisions with far reaching
consequences for both the executor and
the heirs. Therefore, you should review
the responsibilities and the potential pit
falls with the chosen individual before he
or she accepts the honor. Executors are
responsible for (1) assembling and safe
guarding the decedent’s property; (2)
paying debts, taxes and expenses from
available funds or liquidating assets to
create sufficient funds; and (3) distribut
ing any remaining assets to the
decedent’s beneficiaries in accordance to
the will or, if no will exists, state intes
tacy laws. The executor must maintain
records of what comes in and out of the
estate and who receives estate funds.
Although executors can hire profession
als to assist them in executing their
duties, they are ultimately responsible. If
they do not fullfill their duties or fail to
act in the beneficiaries’ best interest,
the court may hold them financially
responsible for mistakes and levy a
surcharge. Best’s Review Life/Health
Insurance, January, 1993, pp. 72-73.

developing the business and are very
cautious in making decisions that will shift
any degree of control or ownership to the
children. In many cases, the business
represents the prinicipal source of income
for the family and the family’s basis for
recognition within the community where the
family resides, and creates definite and wellunderstood roles within the family. These
fundamental benefits of the family-owned
business, when combined with any number
of other human and financial factors unique
to each family, create a complex set of
relationships within each family business.
In many cases, however, the issues pre
sented by these relationships are not
addressed in a manner appropriate to the
ultimate long-term success of the business.

Family Partnerships Offer Alternatives
The solution to many of the potential
ALl IN THE FamiLY

Benefits of Family Limited
Partnership
1. Maintain control by parents.
2. Accommodate orderly transfer of
wealth in increments that can
easily accommodate annual exclu
sion, unified credit equivalent
and generation-skipping tax trans
fer exemption.
3. Transfer future appreciation
of assets.
4. Create the opportunity for income
tax income-splitting benefits.
5. Allow the evaluation of a limited
partner’s performance over a
period of time before further
limited partnership interests
are transferred.

problems found in planning for a family
business can be found in setting up a family
partnership (see the table on page 3). The
family partnership can be formed as either a
general partnership or a limited partnership.

“The family partnership
as a planning tool
can create income tax
and estate tax savings. ”
In most cases, the limited partnership will be
the preferable form of organization because
it provides for the resolution of the issue of
control by the parents through the issuance
of both general-partnerhsip units and
limited-partnership units. The individuals
who hold only limited-partnership units are
not entitled to a say in the management
of the partnership and have no personal
liability for the debts or obligations of the
partnership beyond their investment.
Holders of the general-partnership units
control the business and the assets of the
partnership, but have personal liability for
the debts and obligations of the partnership.
The family limited partnership allows for
the orderly transfer of wealth to other family
members in increments that can easily
accommodate the $ 10,000 annual exclusion,
the unified credit equivalent of $600,000 or
the generation-skipping tax transfer exemp
tion of $1 million.
At the time of the gift, the fair market
value of the family partnership should be
determined to establish the value of: (1) the
gifts for tax purposes and (2) the new part
nership interests (limited or general) to be
created in the family partnership. Because
the valuation of the family business is criti
cal to the success of the plan, the process
should be well documented. In addition, if
the CPA does not have experience in per
forming business valuations, it would
probably be advisable for the client to retain
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a professional business evaluator to appraise
the business. This would provide a sound
and supportable base for the decisions
affecting the division of the business among
the family members.
The family limited partnership allows
income splitting which can yield an income
tax benefit, although the benefit has been
limited in recent years by compressed
income tax rates. The promised increase in
the maximum income tax rate could
increase the income-splitting benefit that is
based on rate differences.

Pitfalls to Consider in
Family Partnership
Establishing a family partnership purely
for income splitting purposes has had a
rocky history. But, if the following pitfalls
are avoided, the technique should work.
The first concern that must be addressed
relates to the anti-estate-freeze provisions
of the Internal Revenue Code. (See February/March and June/July 1991 issues of the
Planner for background information about
the anti-estate-freeze provisions.) These
provisions effectively eliminate the tradi
tional family partnerhip estate freeze: giving
the younger partners the future growth inter
est while retaining the income in the hands
of the current owners. Therefore, the family
partnership arrangement that transfers by
gift a disproportionately large share of future
appreciation in a closely held business will
not work and will result in elimination of
any estate or gift tax savings that may have
been contemplated. This results from a new
Code requirement that emphasizes a
proper gift tax valuation. An explanation
of these rules is beyond the scope of
this article.
The second pitfall to consider in struc
turing a family partnership concerns the
family partnership rules of Internal Revenue
Code Sec. 704(e) that require a number
of tests to be met for the income split
ting benefits of a family partnership to
be recognized:
1. Capital must be a material income
producing factor in allocating income. This
rule distinguishes a partnership in which
personal services are the principal source of
income from a partnership in which capital
is a material income producing factor. If

capital is not a material income producing
factor, the partnership arrangement will
probably be disregarded as an attempt to
assign income.
2. The recipient family member’s share
of income can be determined only after the
donor partner is allowed reasonable com
pensation. Accordingly, if the donor partner
is not allocated income constituting reason
able compensation for the services rendered
to the partnership, the Internal Revenue Ser
vice could reallocate partnership income to
correct this.
3. The recipient family member must be
a real partner and must have control over the
partnership consistent with partner status.
There is a special exception for limited part
nerships that specifically states that limited
partners need not participate in the manage
ment of the partnership for this test to be
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met. However, there are factors other than
management participation that must be con
sidered in order to meet this requirement.
The Internal Revenue Service has estab
lished a number of guidelines to use to
determine whether a partner is a real owner
of a partnership interest.

Conclusion
The family limited partnership can be a
very effective business structure for meeting
the various needs of a family wishing to
transfer business interests or other assets
from the parents to the children. The trans
fers can be made in controlled increments,
which allow precise income- and estate-tax
planning and enable the parents to evaluate
how the plan is working from an operating
standpoint, before additional interests or
ultimate control is transferred. ♦
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Portfolio Diversification: Understanding the “Bubble Effect”
By Steve Mayhew and
Wendy Pannier
Steve Mayhew, CPA, CFP, MBA, Vice Pres
ident of Investment Products for Capital
Analysts Incorporated in Radnor, PA, and
Wendy Pannier, a business and financial
writerfrom the Philadelphia area, explain
the importance of understanding the rela
tionships of asset classes. This is the second
of a series of three articles.
When structuring a portfolio that maxi
mizes total return while minimizing risk, it
is important to include investments that
move opposite each other. This creates a
risk-reduction relationship we call the “Bub
ble Effect.”
The basic tenets of portfolio theory and
the Capital Asset Pricing Model (CAPM)
lay the foundation for understanding the
Bubble Effect. Portfolio theory and CAPM
are powerful analytical tools that provide a
conceptual framework linking financial
management and investor behavior.
The basic CAPM assumptions are:
■ Investors are risk-adverse. They expect to
be rewarded for assuming risk.
■ Investors act rationally. They choose only
efficient portfolios; the largest return for
a given level of risk; or the lowest risk for
a specified return.
■ Investors want to maximize their returns.
They optimize their portfolio combina
tions by efficient diversification.
To evaluate different combinations of
asset classes, you can determine the
expected return and standard deviation (risk)
on each combination. Formerly a daunting
task, this can now be done easily by using
popular asset optimization programs.
While the expected return of the com
bined portfolio is simply the weighted
average of each of the individual assets
making up the portfolio, this is not true of
the risk characteristics of the combined port
folio. Rather, the risk characteristics of the
portfolio reflect the covariance among assets
in combination.
Covariance measures the impact a pair
of securities will have on the portfolio vari
ance because of their interactive effects
(that is, correlation) and measures their
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The “Bubble Effect”
Expected Return

Table ii
Comparison of Return/Risk Characteristics
of Individual Asset Classes with an Allocated Portfolio
for the 20-Year Period Ended 12/31/92

Category

Average
Annual
Return1

Standard
Deviation2

(%)
7.68
9.46
11.36
9.50

(%)
2.20
7.38
15.78
8.45

9.50

6.804

Cash
Bonds
Stocks
Average of Asset Classes
Allocated Portfolio3

1 Cash, bonds and stock returns are based on Treasury bills, Shearson Lehman Govemment/Corporate Bond
Index and Standard & Poor 500 Index.
Standard deviation is a statistical measure of risk which quantifies the variability of returns and
historical averages. (See the October/November 1990 issue of the Planner for a more detailed discussion.)
3 Allocated portfolio has ⅓ cash, ⅓ bonds and ⅓ stocks
4Calculated using a popular asset optimization program.

respective standard deviations. The covari
ance will take on the sign of the correlation
coefficient (which varies from -1 to +1). A
positive covariance implies that if the return
of one security exceeds its expected value,
the other security will also exceed its
expected value and vice versa. Positive
covariance intensifies the risk of the combi
nation of assets. Negative covariance, by
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contrast, suggests that if one security
exceeds its expected return, the other will
tend to fall below its expected value and
vice versa. Negative covariance, accord
ingly, tends to significantly reduce risk in the
portfolio.
This risk reduction relationship is the
Bubble Effect which is illustrated in Table I
above. Instead of a straight line between two

PLANNER
points, the diversification bubble allows an
investor to achieve the same return with less
risk than you expect from looking at each
asset individually. The bubble expands or
contracts depending on the relationship of
the asset classes in question.
Table II, on page 4, illustrates an exam
ple using stocks, bonds and cash. The
indicated annualized returns and standard
deviations are based on the 20-year period
ended December 31, 1992. As the table
shows, if you showed each asset class indi
vidually, you would erroneously conclude
that a ⅓, ⅓,⅓ allocation would return 9.50%

with a standard deviation of 8.45%, the
average of the three classes. For the exam
ple, this means that approximately 67% of
the time (one standard deviation) you would
expect the return of the portfolio to fall
between 9.50% plus or minus 8.45%, or
between 1.05% and 17.95%.
However, because of the diversification
Bubble Effect, the standard deviation for the
allocated portfolio (⅓ cash, ⅓ bonds,
⅓stocks) is only 6.80%, representing a more
favorable downside return of 2.70% (9.50%
minus 6.80%). Thus, the downside risk is
reduced by almost 20%.

You can use the Bubble Effect to educate
your clients about the benefits of diversify
ing their investments among asset classes to
reduce overall risk while maximizing over
all return.

The next article “Portfolio Diversifica
tion: Understanding the ‘Correlation
Connection ’ ” explains the intricate rela
tionship of investment vehicles and shows
how their interaction can be used to
increase the total return on the investment
portfolio without increasing the risk. ♦

Providing Financial Planning Services in Crisis Situations
By Suzanne Clark-James
Suzanne Clark-James, CPA, CFP, a sole
practitionerfrom Denver, CO, focuses on
financial planning for clients in a crisis
situation and the skills CPA finan
cial planners will need to help their clients
face a crisis.

Henry and Betty Adams have been long
time clients and they are divorced now. How
do you help Betty manage the lump-sum
settlement that she received from her ex
spouse? Sam and Sarah Jones, married
veterinarians who have recently purchased
an ownership interest in an animal clinic, are
new clients seeking financial advice about
their practice. Then, Sarah is in an auto
mobile accident and now is partially
disabled. How do you help them maintain
their practice? Bob Mitchell was the 42year-old owner of a successful wholesale
company with a bright future. But, his pri
vate plane crashes, killing himself and an
employee. How do you salvage his com
pany in this situation?

Skills Needed for Assisting Clients
in a Crisis
While all of these situations seem to be
doom-and-gloom predicaments, working
with people in a life crisis that has a finan
cial impact is different, both qualitatively

and quantitatively, from most planning sit
uations. Your clients are in a turbulent
emotional state. They are hurting, perhaps in
shock. They need answers faster than usual;
and they need you as a source of stability. If
financial planning was not completed when
the crisis occurred, you may find yourself
working with people who are trying to cope
with factors beyond their control and with
no clear idea of where to begin. This sudden
feeling of powerlessness lends a degree
of urgency and stress that would not other
wise exist.
You need to bring more than the usual
technical knowledge to the crisis situation.
You need to understand how and why a cri
sis situation is different; how the interaction
of stress and perception affect the situation;
and what the difference is between the coun
seling role and planning role. You want to
know different communication skills and
which technical areas to focus on. Also, you
need to understand the dynamics and power
of grief and the grieving process.

Common Factors in Crisis Situations
You need to recognize that all crisis
situations have seven factors in common
that pertain to the financial planner. Being
a financial planner to a client in a crisis
situation means:
■ Providing counseling, not just planning.
■ Taking a task-oriented and result-
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oriented approach.
■ Focusing on short-term specifics.
■ Emphasising cash management, not asset
management.
■ Providing guidance during a transition
period.
■ Producing results on a timely basis.
■ Dealing with a high level of emotional
intensity on the part of the client.
While the financial planner is doing the
above tasks, the clients are trying to cope
with the crisis and make decisions. The
challenge presented by any situation
demanding change is the ability to cope,
adapt and thrive. This challenge creates
stress. Whenever there is a new situation,
there is some level of stress. The more adap
tation required by the situation, the more
stressful it will be for the clients involved.
Your concern is your clients’ ability to adapt
and their responses to stress while trying to
adapt. If a client can look at a situation from
a different perspective, solve problems and
make decisions, they will then be able to
successfully adapt to the demands for
change in their lives. In situations of
divorce, disability, or death, the stress level
is high because the magnitude of the
changes is great. Therefore, part of what you
must assess when determining how to man
age your engagement is your client’s
Continued on next page
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Providing Financial Planning Services in Crisis Situations
Continuedfrom Page 5

adaptability to the stresses of the situation. If
they are adapting, the engagement will
progress one way; if not, you will need to
handle the engagement differently. Part of
working with clients who are in crisis situa
tions is to be at least one step ahead of them,
leading them in a successful direction. The
objective is to prevent, to the furthest extent
possible, their finances from becoming yet
another source of stress.

Understanding Clients’ Perceptions
of Their Crises
When your clients come to you because
a crisis has occurred, you need to find out in
specific terms what this event means to
them. Understanding the event has three
components, all of which you need to
assess. These components are:
1. What the event means to the client;
2. The clients’ personal beliefs; and
3. The specific needs of the client and/or
family that affect the decisions that have to
be made.
Of all your technical skills, your knowl
edge of money management, savings and
investments, asset transfer issues, taxes, and
insurance and employee benefits will be
used most often when dealing with clients in
crisis situations.
When working with clients in crisis situ
ations, you will find an increasing need to
network with professionals in other areas of
expertise. The network of professionals or
helpers is also somewhat different. In addi
tion to the usual array of attorneys,
accountants, insurance professionals and
bankers, you may find yourself working
with, or referring to, doctors, psychiatrists,
psychologists, clergy, other family members
and sometimes even claims processors.

The Importance of Communication
In a crisis planning engagement, commu
nication is probably your single most
important skill. Although people take com
munication for granted, the sad truth is that
many of us are poor communicators. Simply
because we have communicated since child
hood does not mean we do it well. Just like
many other aspects of living, communica
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tion is a learned skill and, when involved in
activities such as crisis planning and coun
seling, it becomes a very important skill.
In any financial planning engagement,
you will find yourself in one of three roles:
interviewing, advising or counseling. In a
crisis planning engagement, you will be
mostly in the counseling role. It is your job
to help your clients as they look at their sit
uation, begin to understand it, decide where
they want to go, and then act to get there.
Through effective communication, you can
help get your clients to the point of making
their own decisions instead of just accepting
your expert advice concerning the manage
ment of their financial assets.

Emotions Color Perception
Emotions can affect clients’ ability to see
their situation. The more intense the emo
tions involved, the less clear the client’s
perception will be about what is happening

A Client

in

to them. In an emotional crisis such as a dis
ability or a death, your clients are coping
with grief through the grieving process. This
process affects clients physically, mentally
and emotionally. Their decision-making
ability is impaired, their sense of security is
shaken and their belief system may be
undermined. As their financial adviser, you
need to understand the concept of loss and
what this does to the order and organization
of your client’s life.
Of all the crisis situations clients can
experience in their lives, death is the single
most definitive situation to thrust a client
into a life transition. Very often a surviving
spouse or adult child of the deceased has the
responsibilities of the estate. Just managing
an estate in and of itself takes the average
client into an unfamiliar world of technical
and legal terms and requirements. Add to
Continued on Page 8
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Personal Financial Planning in a Crisis Situation:
Self-Study Course
Suzanne Clark-James, author of “Pro
viding Financial Planning Services in
Crisis Situations” in this issue of the
Planner wrote a self-study course, Per
sonal Financial Planning in a Crisis
Situation to provide CPAs with the tools
they need to work in situations where
their clients are in crisis. Personal finan
cial planning for a client in a crisis differs
qualitatively and quantitatively from the
typical financial planning engagement
that CPAs perform. In addition to their
technical skills, CPAs need to understand
their clients’ behavior and have good
communications skills. Do you have the
necessary skills to guide your clients
through their crises?
Personal Financial Planning in a
Crisis Situation can help you understand
the importance of your help to your
clients; better understand your client’s
behavior; be aware that clients have
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divergent values, standards and goals that
direct the uses of their resources (both
financial and nonfinancial); and appreci
ate the severe stress created by life
traumas for both individuals and families.
This course also covers effective commu
nication and the dynamics of the grief
process, and contains useful checklists
and questionnaires, such as “Checklist
for Divorce Situations” and “Question
naire for Assessing a Client Situation.”
This eight-CPE credit, self-study
course (Product Code 740050JY) con
sists of two audiocassettes and a work
book and is available through the AICPA
Continuing Professional Education
Division for $115 (extra workbooks are
$59.50 each). To order this course, call
1-800-TO-AICPA (1-800-862-4272)
and select Customer Service (sub-menu
#1). Be sure to have the product code
number available for faster service.

PLANNER
Winner of 1992 Award in Excellence for Published Article
in the Planner: Deena Katz

Reasons for Writing
for the Planner

Continuedfrom Page 1

How often have you read articles in peri
odicals like the Planner and said to yourself,
“I can do better than that!” Well, the Plan
ner accepts your challenge. Writing for the
newsletter is a good way to demonstrate
your expertise in a particular personal finan
cial planning topic to a national audience.
Copies of the Planner are sent to the media,
such as The Wall Street Journal and Money
magazine to meet their need for CPAs to
interview on a particular topic. For example,
the New York Post mentioned Stephen A.
Batman’s “Understanding Alpha, Beta and
R2 in Mutual Fund Performance," last year’s
winner of the Award in Excellence for a
published article. Your exposure in the Plan
ner may lead journals to seek you out to
write an article for them or newspapers to
contact you for a quote.
Sometimes people are looking for speak
ers for conferences, service clubs, such as
the rotary clubs, and state society breakfast
meetings. Often an invitation to a CPA to
speak is based on a written article. Thus,
writing an article on a personal financial
planning topic that you are familiar with
may lead to speaking engagements.
Reprints of published articles can some
times enhance your professional credentials.
You can leave the reprints on your coffee
table in the reception area or mail them to
current and prospective clients.
The Planner encourages practitioners to
share their expertise with fellow practition
ers. Every year, the Planner recognizes the
best written article by awarding the Award
in Excellence for a published article. The
award includes a $500 cash prize and a
free enrollment in the 1994 Personal Finan
cial Planning Technical Conference held
January 10-12 in Tampa, FL. A formal pre
sentation will be made at the conference
luncheon. The winner will also be recog
nized in the Planner.
If you are interested in writing for the
Planner, write to the American Institute of
CPAs PFP Division, Harborside Financial
Center, 201 Plaza Three, Jersey City, NJ
07311-3881 or call 1-800-862-4272 and
select Personal Financial Planning (sub
menu #5) for manuscript requirements and
other information. ♦

ference. Unable to attend this year’s confer
ence, both will be recognized at the 1994
conference.
The competition for the award was keen.
For the first time in the contest’s history, a tie
occurred resulting in a second ballot. Even
the result of the second ballot was close.
The contest motivated an increased num
ber of writers to submit articles covering a
variety of topics, such as investments, insur
ance, retirement planning and marketing.
Each article was judged on the following
criteria:
■ Is the article well written?
■ Did the author provide new insight on
the topic?
■ Did the author deliver the promised
message?
■ Did the article contain information that
would be useful to PFP practitioners?

Deena B. Katz

Deena B. Katz is the
1992 winner of
the Planner’s Award
in Excellence.

The Planner staff wants to thank our
authors who wrote for the newsletter in
1992 for sharing their expertise and practice
experience with our readers. Their articles
have enhanced the technical quality of
the Planner.
The Planner also encourages our readers
to share their professional insight on
personal financial planning with their
fellow CPAs by writing articles for the
newsletter. ♦

Letter Perfect

More CPAs Join the Growing Ranks
of Personal Financial Specialists
In December 1992,139 CPAs passed
their Personal Financial Specialist (PFS)
Examination given last September. After
submitting their references substantiat
ing their personal financial planning
experience, these CPAs will join the
other 580 CPAs who hold the PFS desig
nation, thus bringing the total number of
PFS practitioners to 719. This represents
a 24% growth over last year.
For interested candidates, the next
examination will be given on September
10, 1993, at various locations around the
country to be announced in the August
issue of the Planner.
The growing number of CPAs sitting
for the PFS examination indicates that
CPAs recognize the importance of
becoming a PFS practitioner in today’s
competitive environment. Holders of the

designation have demonstrated their
competency and experience in personal
financial planning. The designation helps
CPAs distinguish themselves from other
financial planners and CPAs. You can
read more about the benefits of being a
PFS practitioner and the names of those
CPAs who are Personal Financial Spe
cialists in a special issue of the Planner
available soon.
If you are interested in joining the
growing ranks of PFS practitioners, call
1-800-TO-AICPA (1-800-862-4272),
select Personal Financial Planning (sub
menu #5), for an application and the PFS
Candidates Handbook, describing the
PFS program and containing illustrative
examination questions and the examina
tion specification content outline. ♦
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Providing Personal Financial Planning Services
in Crisis Situations
Continuedfrom Page 6

this an emotional state of disarray, and you
have a person needing patience and direc
tion. When helping your clients manage
their wealth during the bereavement period,
you need to become a leader as far as their
finances are concerned.
As with all other services you provide, it
is important for you to get the message to
your clients and referral sources that you
have the ability, and interest, to work with
people in these demanding situations. Mar

keting your expertise in providing financial
planning and counseling to clients in crisis
situations requires a long-range strategy and
patience on your part.

Conclusion
Clients in the midst of a crisis situation
are often faced with having to make finan
cial decisions, but may not be able to think
clearly. Often they will turn to you—their
CPA financial planner—for financial advice

and reassuring emotional support. To assist
your clients in a crisis situation, you will
need not only your technical skills, but also
an understanding of your clients’ behavior.
As a result, you can help restore a sense
of control to your clients’ lives and maybe
cement your relationship with your client
for life. Your clients will remember how
you helped them during their crisis and
tell their friends who are, of course,
potential clients. ♦

Look for 1993 PFP Technical Conference Highlights in the Next Issue.
For information about Conference Participant Handbooks and tapes,
call 1-800-TO-AICPA; select Personal Financial Planning (sub-menu #5).
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